1989 Index of Articles 


JANUARY 


Features 
How To Get And Control A Market Niche — 

a market niche is like an annuity, and here’s how to make 
it go on forever, page 5. 

The John R. Lutes Company Sponsors An Invitational 
Tournament That’s Different — It’s the biathlon of selling, 
page 9 

1988 Compensation And Incentive Survey, page 15 

A Compensation Survey Is More Than Numbers, page 19 
Business Law For Manufacturers And Agents: Goodwill — 
An Elusive Treasure, Alvin G. Greenwald, page 21 

How To Get More Of Your Agents’ Time (Part 3) — Agents 
Ee ae ee ee 
page 31 

Dangers In Using An Employee's Automobile, Warren E. 
Nord, page 36 

How To Negotiate A Lease — A tight real estate market 
requires some creativity, page 43 

How To Cash In On Objectives, Dr. Kerry Johnson, page 51 
Real Home-Grown Tax Savings, Irving L. Blackman, CPA, 
page 61 


RepLetter 
There Is More To Selecting Agencies Than Looking For 
Compatible Lines 


Make Sure That First Order Is Absolutely Perfect And 
Shipped Out On Time 

Are You Making The Best Use Of Fax? 

Are You Welcome In An Agent’s Territory? 
Manufacturers Thought There Weren’t Enough Good 
Agencies Around 


There Is A Direct Correlation Between Activity And 
Results 

Dealing With A New Sales Manager At One Of Your 
Agencies 

Using A Three-Point Prospect Test To Help Your Agen- 
CO era 


Getting More Of Your Agents’ Time 
Getting A Foot In The Door With Lower Cost Products 


FEBRUARY 


Features 
Smart Resorts Inc. — — The Rewards Of A High-Risk Busi- 
ness, page 4 
The 1988 MANA Travel Survey, page 18 
When Is A Car More Than A Car? — It’s whatever you 
want it to be when you’re an agent, page 25 
es et Se ee ee 
travel tips for agents, page 31 
**Are You Listening To Me?”’ Ernest W. Fair, page 37 
Two Steps From The Sale — When you use agencies to 
a a a 
page 
S Corporation Election: Pros And Cons, page 42 
Customer Culture — A Holistic Approach To Success In 
Sain, py 


RepLetter 
—e The Most Of The a anatiarinamcacemes Selling 


eaaehiadanincmadibiadeliiie 

When The Decision Is Not In Your Bailiwick 

Slump Control 

Your Agents Can Help You Develop Cost-Cutting Ideas 
Making The Most Of Your Field Calis With Your Agents 
Manufacturer ‘‘Trains’’ Staff For Agents 

It Takes More Than Volume To Measure An Agent’s 
Efforts 

The Hidden Cost Of Marginal Field Support People 

Are You Sending Invisible Signals To Your Agencies? 
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MARCH 


Features 
Agents Are Mobile In More Than One Way — Where do 
they keep their offices? page 4 
Owners Of Multi-Person Agencies Tell Why They Took The 
Big Step And What It Has Meant To Them — Each has 
personal reasons, but service to principals and customers 
is important to all, page 15 
Large Vs. Small Agency: The Rest Of The Story, Gary 
Magner, page 24 
Avoiding The Do-It-Yourself Trap When You’re A Multi- 
Person Agency — Sometimes it isn’t easy to stop being a 
one-man band, page 32 
Sales Agency Management #12 — How To Make Sure 
Your Reports Are Read And Acted On, page 40 
MANA Survey Report . . . The Single-Person Agency, 
page 54 
Small-Business Owners Speak Out Against Abuse By The 
IRS, page 62 


RepLetter 
Helping Your Agents Sell By Providing Them With Credit 
Information 


Why Use Agents? Here’s How One Manufacturer Dis- 
covered The Real Benefits 

Taking A Positive Look At The 80/20 Rule 

Using Multiple Commission Rates For Different Products 
In Your Line 

Changing Agencies Is Like Getting Divorced 

Your Plant As A Marketing Tool 

When Evaluating Agent Candidates, Check Their Knowl- 
edge Of Competition 

Plan For Business Cycles — In Advance 


APRIL 


Features 
When Should You Provide Sales Training? page 10 
Which Training Techniques Are Best For Agency Sales- 
people? — Agents reveal which work best for them, page 16 
Higher Commissions With Audio-Visuals, page 19 
How To Make The Most Of The Training Provided By 
Your Principals, page 21 


Building Business By Getting New Customers — Agents 
tell how they find and sell new customers, page 27 
Training Agency Salespeople #1 — How To Make A 
Winning Presentation, page 38 

Ain’t Is But Telemarketing Ain’t, Christopher M. Beau- 
sang, page 42 

Ten Practical Sales Tips For The Manufacturers’ Agent, 
Charles Long and Donald Caudill, page 44 

Smart Managers Praise Employees, Perry Wilbur, page 54 
Your Work Environment — What Is It Saying About 
You? Conway Chester, page 56 


RepLetter 
Manufacturers Tell What They Look For When Interview- 
ing Sales Agencies 
Manufacturers Reveal Their Expectations Of Agencies 
When The Customer Is A Distributor 


Poorly Handled Customer Inquiries Mean Lost Sales 
Make The Best Use Of Market Research 

Don’t Confuse Compensation With Motivation 

Now May Be The Time To Look At Smaller Customers 
Making The Most Of The Training You Provided Your 
Agents 


MAY 


Features 
MANA Members Give Their Views On Training — Train- 
ing is important, but it must be seen in the context of 
overall agency operations, page 5 
For Wally Wilson, Being An Agent Is The Best Way To 
Build Personal Security — Nashville agent knows both sides 
of the business inside out, page 8 


How To Use Negotiating Tactics And Strategies To Get The 
Sale, Dr. Eugene L. Mendonsa, page 17 

The Six Types Of Negotiators, page 20 

Training Inexperienced Salespeople, page 24 

How To Make Cold Calls Easier, page 30 

How To Beat Call Reluctance, Kerry L. Johnson, Ph.D., 
page 37 

Training Agency Salespeople #2 — How To Make Every 
Sales Minute Count, page 42 

Business Law For Manufacturers And Agents: Sub- 
Agents — How To Increase Business, Limit Liability And 
Reduce Mistakes, Alvin Greenwald, page 52 
ee 
page 
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Your Company’s Financial Statement May Increase Taxes 
and Inventory Gambit Fails, Irving L. Blackman, CPA, 
page 64 


RepLetter 
**Job Description’? For Agencies Increases Sales Effec- 
tiveness 
How To Qualify Sales Leads For Your Agencies 
Your Plant Is A Marketing Tool 
Manufacturer Reveals A Success Secret 
Getting Back Lost Business 
Agents Get Computers To Use In Selling Low-Cost, High- 
Volume Products 


The Eight Things Agents Would Like Their Principals 
To Do 


JUNE 


Features 
Gene Bond And Earl McKenney Turn Small Computer 
System Into Big Profits — Agency growth speeded with 
expanding computer system, page 4 
Computers And Agency Management — How computers 
with specialized agency software can increase your or- 
ganization and productivity dramatically, James S. 


Scherrer, page 17 
MANA Survey Report . . . Agency Computer Use, page 22 
You Don’t Need A ‘*PC Maintenance Contract,”’ . . . But! 


Frank F. Fenwick, page 30 

Computer Abuse And Fraud: Can It Be Controlled? 
Richard A. Wildey, page 34 

What If You Could Spend Any Amount On A Computer 
System? — Agents tell what their ideal system would be 
like, page 39 

Commission Reduction, Ted Springmeier, page 43 

Group Insurance Plans — What’s The Best Deal? Ted L. 
Wilkes, page 53 


RepLetter 
After-Sale Follow-Through; The Manufacturer/Agency 
Partnership 
Getting Your New Agents Off On The Right Foot 
What Do Your Customers Think Of Your Agencies? 


How Much Should You Tell Your Agents About Internal 
Politics? 


What’s Happening In Related Fields Today May Affect 
Your Business Tomorrow 


Giving An Agency ‘“‘The Gold Watch’’ 

Foreign Manufacturers Selling More In U.S. Through 
Agencies 

ao Marketing Executives To Work With Your 
Making The Most Of Summer Employees 

Recruiting Agencies That Aren’t Out ‘‘Looking”’ 
Increasing Business With Local Stock 


JULY 


Features 

Product Resources Corporation — An agency that is re- 
sourceful in many ways, page 4 

Of A Manufacturers’ Agency, George D. 
Webster, Atty., page 12 
Little Contract Clauses That Can Make Big Differences, 
Gerald G. Salmen, Atty., page 17 
Independent Contractors And Small Business, page 21 
Bank Credit Criteria: Who Gets A Loan? Bryan E. Milling, 
page 26 
Is Desktop Publishing A Practicai Agency Tool? — You 
can do a lot more with a computer than run spread sheets, 
page 29 


How Manufacturers’ Representatives Evaluate Software 
To Meet Their Business Information Need, Matt Cahill and 
John Cahill, page 34 


Eight Secrets Of Buying Software, Mark Deppel and Craig 
Ingle, page 38 


Directory Of PC-Based Sales And Marketing Applications 
Software, page 56 


RepLetter 
Who’s Minding The Store? 
Whose Parade Is It, Anyway? 
Should You Work With Regional Sales Managers? 
Yet Another Look At Motivating Agents 
Who Is Best Qualified To Train Your Agents? 
When Agents Have Some Control Over Pricing 
Do You Really Want To Set Quotas? 
How Many Calls Are Enough? Too Much? 
When Selling Through Distributors, Whose Customers 
Are They? 
Running Effective Dealer Sales Meetings 


— 
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AUGUST 


Features 
Mechanical Equipment Company — An Old Agency With 
Some Very New Ideas, page 5 
MANA Survey Report . . . Fax: The Office Machine That 
Agents, Manufacturers And Customers Love — What did 
we ever do without it! page 14 
Communications: How Agents, Manufacturers, And 
Their Customers Stay In Touch . . . And Stay Together, 
page 2l 
Understanding The Communications Process, page 26 
ee With Confidence, 
Conway Chester, page 29 
Facsimile Relieves Support Staff Workloads: Faster, More 
Affordable Systems Increase Speed And Reliability Of 
Agency Operations, Frank May, page 32 
Fax On The Road For Big Payoffs Down The Road, Ron 
Stephens, page 41 
Junk-Fax: How Some Agents Are Fighting Back, page 46 
Communicating On The Move — Get the message — Send 
the message — No matter where you are, page 53 


RepLetter 
Small Manufacturers Expanding Quickly With Agents 
When You Get A Poor’ Recommendation On An Agent 
Planning Territories 
Creating Cost-Effective Direct Mail 
How Fast Can You Get Quotations To The Field? 
When You Have To Replace Your Sales Manager 
Samples Help Sell Manufacturer’s Products 
Local Stock May Mean A Competitive Advantage 
Unannounced Visits — A Twist To The Tale 


SEPTEMBER 


Features 
MANA, SBLC Optimistic On Bush and SBLC Report: 
Mandated Health Insurance, page 6 
Business Law For Manufacturers And Agents: Good Faith 
And Fair Dealing Vs. Unjust Enrichment And Uncon- 
scionable Advantage, Alvin G. Greenwald, page 10 


Ethics A Key To Industry Growth, Charles Glass, page 19 


Eight Ways To Find The Best Agents For Your Line — 
Success depends mainly on careful analysis of your needs 
first, page 23 
Manufacturers Tell How They Found Their Best Agents, 
page 27 

How Manufacturers And Agents Build Solid Relation- 
ships — Agents and manufacturers reveal the keys to long 
and productive relationships, page 31 

Sales Literature: Bridging The Gap Between Advertising 
And Selling — Strategy is as important as good graphics 
and copy, page 53 

Sales Agency Management # 

Mistakes, page 61 


RepLetter 
Who Should You Train In Your Agencies? 
Manufacturer’s Regional Warehouses Can Help Build 
Business 
When Agents Provide Post-Sale Service 
Sales Specialists Emerging In Larger Agencies 
a Required To Monitor Wholesaler In- 
ven 


How Fast Must You Penetrate A Market? 
Training The Trained 

Do Your Agents Know What You Expect From Them? 
Which Type Of Agency Is Best For You? 

Send Your Advertising Schedule To Your Agencies 


OCTOBER 


Features 


Helping The U.S. Prepare For Europe 1992, Joachim 


Schafer, page 4 

All Well — This company is an agency, 2 manufacturer 
and an R & D organization, page 8 

The Agent Role In Soviet Business, George Black, page 19 
Canada-U.S. Free Trade Agreement, page 26 

Business Law For Manufacturers And Agents: Local Tax- 
oe Vs. Constitutional Immunity, Alvin G. Greenwald, 
page 

MANA Survey Report . . . Sales Manager Survey — Manu- 
facturer sales managers are very professional, take an 
active interest in field activities and are pro-agent, page 35 
The Three Types Of Agent Marketing — Know which 
Se 
page 
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Qualified Plans Make Tax Sense, Irving L. Blackman, CPA, 
page 62 


RepLetter 
Avoiding The Most Prevalent Exporting Traps 
Smaller Manufacturers Have Joint Marketing Strategy 
Providing Incentives To Your Agencies 


Selling New Customers Varies From Selling To Those Who 
Know About You 


Who Owns Patent Rights To A Product Invented By One 
Of Your Agents? 
It’s All A Matter Of Style 


It’s Not The Complaints You Hear That Will Kill You, 
It’s Those You Don’t 


Agents Take A Personal Look At The Manufacturing 
Executives They Report To 
Explain The Corporate Mission To Your Agencies 


NOVEMBER 


Features 
Folded Business Cards Promote In More Than One Dimen- 
sion — Here’s how some agents and manufacturers get 
more attention with their cards, page 8 
Business Law For Manufacturers And Agents: Interna- 
tional Trade, A World Of Opportunity, Alvin G. Green- 
wald, page 17 
MANA Members Attend International Congress Of Com- 
mercial Agents In Stockholm — They report that Euro- 
pean Economic Community means expanded 
for American agents and manufacturers, page 29 
MANA Survey Report . . . House Accounts Survey: The 
Good News . . . The Bad News — Manufacturers and 
agents share their views, page 33 


1989 MANA Membership Directory Supplement, page 43 


RepLetter 

Why Some Agents Will Turn You Down — Even When 
You’ve Got Good Products, Fair Commissions And Really 
Want To Do Business 

That Agent Is Really A Turkey! The Bad-Mouth At Work 
Let Everyone Know When You Change Delivery Times 
Agents Mean Immediate Credibility For Small Manu- 
facturer 


Now’s The Time To Think About Your Christmas Mail- 
ing List 

Moving Up To Management — Words Customers Don’t 
Want To Hear 


Do You Have An Agency Operations Manual? 
Two Agents In The Same Territory? Why Not! 


Manufacturer Creates A New Twist To The Incentive 
Game 


Why Do Agents Become Manufacturers? 


DECEMBER 


Features 
Flying Your Own Plane Pays Off, Bob Hill, page 4 
Protect Yourself Against Product Liability Claims, Ger- 
ald G. Salmen, page 11 


How To Hire The Best Employees In The 1990s, Jeanne 
and Herb Greenberg, page 16 

Putting Your Best Foot Forward — Getting your first line 
when you don’t have any history behind you, page 21 
Agents Talk About Their Growth Plans For 1990 — Re- 
gardiess of their size, agents are planning big things for 
the year to come, page 25 

Should You Expand By Seeking More Principals Or By 
Broadening Your Customer Base? — Your decision could 

be critical for the decades to come, page 37 

New Geneva Study Reveals Mid-Size Owner’s Income, 
page 41 

Training Agency Salespeople #3 — Preparing Your Sales 
Calls, page 42 

Who Should Own Business Real Estate? Irving L. Black- 
man, CPA, page 51 

Saturation — When You Have All The Business There Is 
To Have In A Territory — It does happen, believe it or 
not! page 53 

Using One Line For Your Phone And Your Fax — Mem- 
bers tell how they solved the problem, page 59 

Sales Agency Management #14 — How To Delegate With- 
out Losing Control, page 60 


RepLetter 
When Your First Agency Operates In Your Home Territory 
Sales Verses Technical Experience: Which Is More Im- 
portant 
The Leather Medal Of The Year Award Goes To. . . 
The Secrets Of Making A Rep Council Work 
Monitoring The Progress Of An Especially Critical Sale 
With An Agency 
What Happens To Principal Conflicts When Agencies 
Merge? 
Agent Refuses To Provide Service . . . And Rightly So 
A New Face Is Seen On The Agency Support Team 
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